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Aspire’s expertise using a three-pronged approach helps
companies increase savings from indirect spend

Aspire Advantage

‘Procurement as a Service’
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Indirect spend is typically >10% of company revenues, but companies
often lack expertise to manage that spend

Indirect Spend as %
of revenues

Indirect spend

Most challenging categories of
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Challenges that companies
face in managing this spend
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Professional Services
100.0%

Consulting

Human resources (HR)

= Permanent Recruiting

= Temporary Labor

= Employee benefits & training programs

= Payroll/Workday/Time Management (Digitalization
of processes)

Legal
Translations

Marketing Services

Advertising/Creative/Digital
Media Buying and Planning
Public Relations
Print/Promotions

Market Research

Most companies cannot
maintain inhouse expertise...

...to understand professional
services & marketing services

As a result, they are unable to
engage meaningfully with
business stakeholders...

...to get great quality services
for ‘fit-for-purpose’ scope and
costs

Most companies can only
realize half of the full potential
savings in these categories



- ‘Select’ Team Profiles

Our team brings deep relevant expertise enabling 10-15% incremental
savings over and above what is possible with a sub-scale inhouse team
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The end-to-end professional services category management consists of
several modules
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Overall process
capabilities Organization design Processes Systems Data & Analytics
embedding




We explore ‘Fit-for-purpose’ levers by unbundling large scopes into
smaller bundles with different types of expertise required & costs

High-level anatomy of consulting projects

Strategy

Strategy Formulation
Leadership Alignment
Diagnosis High level-
Design

Benchmarks

Frameworks/ Methodologies/ Templates

Execution
PMO Change Management
Project Management Communication & Feedback loop
Detailed Pilot/ Test Scale/ Roll- Embed
Design/ Build Out

Co-creation workshops

_______________________________________________________________________________________

25-50% of the times, the top consulting firms are
best suited for ‘Strategy’ phase

50-75% of the times, options other than top consulting firms are
better suited for the ‘Execution’ phase




As part of the full effort, we will also develop tools and templates that
enable higher productivity of the professional services procurement team

Proposed tools & templates to enable higher productivity Improved productivity

(pbrocurement team costs as a % of spend)

lllustrative figures

Consulting Taxonomy of Standard
market Offerings project
landscape approaches
Needs planning Effort estimates Feedback
process of standard Survey template
offerings
Confidentiality MSA review RFP process
template guidelines template
Should-Cost Rate card Price
model template benchmarking
database
. Systems
Scoping tool SOW template Options
Typical In-house Productivity Fully enabled team
Team enablers

(tools/ templates)



Clients can engage us in three ways

(1)

Outsourcing of category

management to Aspire team

Specialized modular support

to inhouse team

(e.g. contract re-negotiations)

Price benchmarking analytics for

consulting services spend




Thank you for your interest!

Contact:

Anshuman Biyani
anshuman@aspire-advisors.net

Team Presence:

Europe: Switzerland
Asia: India, Hongkong
Americas: USA
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